
Costing and Pricing Your Workshop 
 

  Costing 

  Write down all your hard costs down 

  Add them up and divide by the number of people you expect to come 

  Figure out a best case scenario and worst case scenario 

  Then plan your profit – think about the time you put into it before the workshop 

  Costing Offline 

  Shopping :    1 hour  

  Preparation: 4 hours  

  Travel Time: 1 hour  

  Event:            3 hours  

                         9 hours 
9 hours x 50.00 per hour = $450.00  

  10 attendees / 450.00 = $45 per person 

  Cost of materials per person: $ 10.50 (includes room for offline)   

  Total Cost: $55.50 plus add fudge factor  

  $15 – 25 per person = $70-80 a person  

  Costing Online 

  Shopping :    1 hour  

  Preparation: 4 hours  
 

  Event:            3 hours  

                         8 hours 
8 hours x 50.00 per hour = $400.00  

  10 attendees / 400.00 = $40 per person 



  Cost of materials per person: $ 10.50  (includes room for offline) 

  Total Cost: $50.50 plus add fudge factor  

  $15 – 25 per person = $75-85 a person  
 
 

  Don’t cost the time it takes to create handouts 

  Handouts should have more than one purpose and their use should be repeatable 

  Power Points should be kept simple so not time consuming 

  Can consider labour for handouts in a broader costing exercise about the business 

  When Is it Not Worth It? 

  There are reasons to do it for less 

  Who’s coming? 

  Who did you network with? 

  You want the experience 

  You’re not losing money 

  Be sure to clearly analyze what you are capable of, before and after 

  Do less, not more (with a back up plan) 

  Pricing – 2 Ways To Decide 

   
1. Build from the bottom and work up  – 
Figure out costs and then add the mark up you want  
 
2. Do it starting at the top and work down 
Pick a price you want to have per attendee 
How much do you have to do give them to charge this – so they can’t say no and how much work is it for 
you (you costs) 
 
Do you have the materials or ability to provide enough without doing too much extra work 

 

  Rationalizing 

  Have a realistic ideal number of attendees in mind 



  Calculate out the total gross revenue 

  Add up your potential costs and time to market and execute (handouts, emails etc.) 

  Decide if it’s worth your while 

  Assess your building phase from your established phase of your business 
 
 


